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Report  from  the  State  Director 


Partnerships — at  tlie  Federal,  state,  regional,  and  local  levels — remain  the 
cornerstone  of  our  success  at  the  Massachusetts  Small  Business  Develop- 
ment Center  (MSBDC)  program. 


High-quality  small  business  counseling  and  training  have  always  been 
our  central  mission.  To  this  end,  partnerships  enhance  our  efficiency, 
adaptability^  and  scope.  Our  core  partnerships  include  permanent  ties  with 
the  U.S.  Small  Business  Administration,  the  Massachusetts  Office  of 
Economic  Affairs,  and  a  consortium  of  colleges  and  universities  led  by  the 
University  of  Massachusetts  School  of  Management  at  Amherst  and 
including  Bo-Ston  College,  Clark  University,  Salem  State  College,  and  the 


University  of  Massachusetts  at  Dartmouth. 

Beyond  this  nucleus  of  support,  we  cultivate  productive  ties  with  chambers  of  commerce, 
economic  dex  elopment  agencies,  and  a  host  of  pri\  ate  sector  players.  And  we  continually  forge  new 
relationships  to  ser\e  the  small  business  community.  During  FY92,  for  example,  new  funding  partner- 
ships with  the  Bay  State  Skills  Corporation  and  the  Massachusetts  Office  of  International  Trade  and 
Investment  helped  us  to  promote  international  trade  as  an  exciting  small  business  option. 

By  making  the  most  of  the.se  resources  during  the  pa.st  twelve  months,  the  MSBDC  program  has 
enjoyed  a  year  of  outstanding  achievements.  The  year's  highlights  include: 

•  counseling  or  training  nearly  6,000  prospective  and  established  business  owners 

•  strengthening  a  .statewide  delivery  network  of  five  regional  centers  and  32  outreach  sites 

•  accelerating  the  work  of  specialty  centers  devoted  to  capital  formation,  international  trade, 
and  minority  businesses 

Critical  to  our  success  is  the  MSBDC's  small,  experienced  staff  of  business  counselors.  They 
understand  the  complexities  of  small  business  formation  and  management — of  creating  business  and 
marketing  plans;  raising  capital;  managing  finances;  penetrating  regional,  national,  and  international 
markets.  They're  also  adept  at  marshaling  a  wealth  of  public  and  private  sector  resources  to  give 
deserving  small  firms  a  competitive  edge. 

The  1990s  have  brought  their  share  of  economic  uncertainties.  For  decades  small  firms  have 
consistently  generated  most  of  our  nation's  jobs  and  wealth.  This  report  documents  the  difference  that 
well-placed  public  resources  and  private  enterprise  can  make  in  improving  the  economy  and  quality 
of  life  in  Massachusetts  and  its  communities.  The  Massachusetts  Small  Business  Development  Center  is 
proud  to  be  a  cataly.st'in  this  wealth-generating  proce.ss. 

John  F.  Ciccarelli 

State  Director,  MSBDC 

School  of  Management 

University  of  Massachusetts  at  Amherst 
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Massachusetts  Small  Business  Development  Centers 
A  Wealth  of  Resources  for  Massachusetts  Firms 


Jusl  like  our  small  business  clients,  we  keep  lean  and  agile  while  making  the  most  of  available 
resources.  To  run  a  small  business,  you  must  leverage  limited  assets.  That's  exactly  how  the  MSBDCs 
operate.  We  ha\  e  few  administrators  and  no  bureaucracy.  Most  of  our  employees  are  experienced 
business  counselors  and  trainers. 

We  are  adroit  at  amplifying  the  skills  of  our  staff  through  partnerships.  That  means  close  ties  with 
Federal,  state,  and  (|uasi-public  agencies;  academic  institutions:  chambers  of  commerce;  and  regional 
and  local  development  organizations. 

These  partnerships  help  us  to  diversify  and  fine-time  our  sen  ices.  And  they  give  our  clients  a 
wealth  of  business  resources.  Through  our  partnership  network,  we  offer  clients  expertise  in  interna- 
tional trade,  quality  improvement,  technology  transfer,  nonbank  fund  raising,  and  a  host  of  other 
.skills. 

Equally  important,  our  organization  excels  at  adapting  .services  to  the  state's  regions  and  their 
communities.  Our  five  area  centers  each  have  regionally  based  academic  ho.sts.  The  centers'  thirty-rvso 
outreach  sites  give  tis  a  strong  presence  in  local  communities.  Relationships  with  additional  chambers, 
development  agencies,  and  ci\  ic  groups  complete  a  network  of  considerable  range  and  flexibility.  To 
find  a  Small  Business  De\  elopment  Center,  firms  never  need  look  far  beyond  their  communities. 

Counseling  and  Training 

During  FY  92,  Executive  and  Legislative  support  for  the  .MSBDC  remained  strong.  The  program, 
however,  weathered  difficult  economic  times  as  the  state  implemented  effective  budgets  to  counteract 
the  recession.  Throughout,  MSBDC  .ser\  ices  ha\e  remained  consistently  high.  This  is  a  tribute  to  the 
dedicated  staff  at  our  regional  and  specialty  centers. 


Counseling  and  Training  Services 


FY  90 

FY  91 

Fy  92 

Clients  Counseled 

3,937 

3,945 

3,945 

Counseling  Hours 

28,399 

24,448 

25,096 

Training  Programs 

146 

126 

111 

Training  Attendees 

1,926 

1,762 

2,034 

Women  and  Minority  Entrepreneurs 

Since  we  began  ser\  ing  the  state's  small  businesses  in  1980.  women  and  minority  clients  have 
exceeded  40%  of  cxir  client  base  each  year. 

MSBDC  clients:  Women  1,172  =  30%;     Minorities  438  =  12% 
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Small  Business  Type 

Our  business  clients  accurately  reflect  the 
Commonwealth's  business  community. 


Construction 

\4% 
M^ufacturing 

13% 

Wjiolesale^ 
7% 


Age  of  Firm 

In  step  with  our  strategic  plan,  we  serve  a 
balanced  mix  of  existing  firms  and  preventure 
clients. 


MSBDC  Clients  Compare  Favorably 
WITH  Other  Small  Firms  in  Massachusetts. 
They  also  Yield  Substantial  Tax  Revenues. 


In  a  recent  survey,  we  studied  the  impact  of 
our  services  on  MSBDC  clients  during  1988. 
The  sun  ey  indicates  that  from  1988  to  1989, 
our  clients'  improvement  in  employment  and 
sales  easily  surpassed  similar  indicators  for 
the  state's  small  businesses  community  as  a 
whole. 


MSBDC  Sales  and  Employment  Gains 

20%  r  H  Sales 

16%  Full  Time  Employment 


15%  - 


0% 


-5% 


11% 


- 
- 
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3% 


-.6% 


SBDC  Clients 
(Existing  Firms) 


All  Massachusetts 
Small  Businesses 


We  also  compared  state  tax  revenues 
generated  by  our  clients  with  the  state  funds 
used  by  the  MSBDC  in  coimseling  them. 


10.7:1 

$254,922 

$2,727,533 

State  Funds 

State  Sales  & 

Ratio  of  State  MSBDC 

Used  by  the  MSBDC 

Income  Tax  Revenues 

Revenues  per  SI  of 

in  Counseling  Clients 

Generated  by  MSBDC  Clients 

MSBDC  Counseling 
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Regional  Centers 
Central  Massachusetts  Regional  Office 

Headquarters  and  Academic  Sponsor:  Clark  University,  Worcester 

Outreach  Sites:  Chambers  of  Commerce  in  Acton.  Clinton.  Framingham. 
Gardner,  Leominster.  Marlborough.  Milford,  Sturbridge 

During  FY  '92,  the  Central  Massachusetts  SBDC  continued  to  counsel  prospects  associated  with  the  small 
business  incubator  at  Worcester's  Biotech  Industry  Park.  Biotech  and  medical-related  businesses  in  the 
Worcester  area  remained  an  active  source  of  clients.  The  SBDC  also  joined  forces  ^  ith  the  U.S.  Center  for 
Technology  Commercialization  in  Westborough,  one  of  six  Federal  centers  nationvs  ide  that  helps  firms 
transfer  government  technologies  to  commercial  applications. 

The  SBDC  has  been  especially  active  in  the  Fort  Devens  area,  w  here  communities  are  shifting  to  an 
economy  that  relies  far  less  on  the  military.  During  FY  '92,  the  SBDC  and  the  Massachusetts  Land  Bank 
cosponsored  a  program  of  business  strategy  seminars  for  the  region  that  attracted  over  three  hundred 
attendees,  including  representatives  from  Federal,  state,  and  local  agencies.  This  year,  the  SBDC  will  offer 
follow-up  counseling  and  training  in  the  Fort  Devens  area. 

In  F^'  "92.  the  SBDC  developed  new  training  workshops  in  total  quality  management,  financing,  and 
marketing  and  sales.  At  the  same  time,  it  cooperated  w  ith  chambers  of  commerce  in  Gardner  and 
Leomin.ster  to  bring  e.xport  training  to  small  plastics  firms  in  the  region. 

To  increase  its  ser\  ice  in  east  central  Massachusetts,  the  SBDC  opened  a  new  outreach  center — its 
eighth — at  Metro  West  Chamber  of  Commerce  in  Framingham.  The  SBDC  aKso  made  the  most  of  its  long- 
standing partnership  with  its  host  academic  institution.  Clark  University.  In  six  SBDC  projects,  teams  of 
Clark  faculty  members  and  graduate  students  helped  SBDC  clients  with  small  business  technical  problems. 

1992  Summary 

Clients  coun.sclcd:  827  (3.553  hours)  Training  attendees:  362  (26  training  programs) 


Metro  Boston  SBDC 

Headquarters  and  Academic  Sponsor:  Boston  College,  Chestnut  Hill 

Outreach  Sites:  Neighborhood  Development  Corporation,  Jamaica  Plain; 
South  Shore  Chamber  of  Commerce,  Quinc\ 


Rethinking  markets  and  downsizing  by  the  defense  and  computer  industrie.s  inside  Route  128  created 
challenges  for  the  Metro  Bcston  SBDC  and  its  clients.  First,  the  SBDC  assisted  small  firms  that  ha\e 
supported  the  defense  and  computer  industries  in  their  plans  to  create  new  products,  ser\  ices,  and  market 
strategies.  It  also  worked  with  highly  skilled  former  corporate  employees  who  are  developing  new 
busines.ses.  Many  are  attempting  to  transfer  technological  knowledge  in  de\'eloping  new  products  and 
.sen  ices.  Finally,  the  SBDC  helped  many  of  the  abo\  e  firms  cope  with  a  scarcity  of  capital. 

During  ¥\  92,  entrepreneurs  also  explored  opportimities  in  the  region's  e.xtremely  acti\  e  .serx  ice  and 
retail  markets.  The  SBDC  helped  these  firms  make  the  nK)st  of  their  resources  and  sharpen  their  .sen  ice 
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focus.  SBDC  training  seminars  during  the  year  examined  marketing  fundamentals,  marketing  research, 
business  plans,  mail  order  sales,  and  patents  and  proprietary  rights. 

The  SBDC  continued  its  strong  partnership  with  the  Economic  Development  Industrial  Corporation. 
The  two  partners  joined  forces  in  counseling  and  securing  capital  for  firms  at  the  "Brewery"  incubator  in 
Jamaica  Plain.  The  SBDC  also  worked  with  SCORE,  the  Serv  ice  Corps  of  Retired  Executives.  Through 
SCORE,  SBDC  clients  received  \  aluable  referrals  and  advice  from  executive  mentors. 

1992  Summary 

Clients  counseled:  892  (5,053  hours)  Training  attendees:  418  (26  training  programs) 

North  Shore  Regional  Office 

Headquarters  and  Academic  Sponsor:  Salem  State  College 
Outreach  Sites:  Chambers  of  Commerce  in  Amesbury,  Danvers,  Gloucester, 
and  Woburn;  Northern  Essex  Community  College  (Haverhill);  Middlesex 
Community  College  (Lowell) 

In  FY  92,  the  North  Shore  SBDC  moved  its  headquarters  to  Salem  State  College.  The  enthusiasm  and  active 
support  of  Salem  State's  president,  Nancy  Harrington;  its  director  of  continuing  education,  Anthony  Cotoia; 
and  its  business  faculty  helped  the  SBDC  to  expand  its  outreach  and  services. 

Downsizing  by  many  of  the  region's  major  employers  created  a  ripple  effect:  suppliers  and  servicers 
also  reduced  their  workforces,  and  an  increasing  number  of  former  employees  attempted  to  start  their  own 
businesses  under  tight  credit  conditions.  T(^  help  stanups  and  established  small  firms  mitigate  risk  and 
identify  opportunities,  the  SBDC  offered  an  ambitious  mix  of  counseling  and  training.  This  included 
workshops  devoted  to  small  business  exporting  and  practical  salesmanship. 

From  its  headquarters  in  Salem  and  its  six  outreach  sites,  the  SBDC  forged  new  working  relationships 
with  important  community  players:  rotary  clubs  in  Amesbuiy,  Gloucester.  Peabody.  and  Reading;  chambers 
of  commerce  in  Haverhill,  Peabody.  and  Salem;  the  Lawrence  Minority  Affairs  Community,  and  the  Peabodv" 
Community  Development  Corporation. 

1992  Summary 

Clients  counseled:  481  clients  (2,500  hours)     Training  attendees:  108  (6  training  programs) 

Southeast  Regional  Office 

Headquarters:  Fall  River  Chamber  of  Commerce 

Outreach  Sites:  Chambers  of  commerce  in  Attleboro,  Barnstable,  Franklin, 
Mansfield,  New  Bedford,  North  Attleboro,  Plymouth 
Academic  Sponsor:  Universit\-  of  Massachusetts  at  Dartmouth 

The  SBDC  continues  to  participate  actively— with  business  leaders,  banks,  and  economic  development 
specialists— in  the  Massasoit  Compact,  a  systematic  effort  to  define  the  region  s  business  development  goals 
and  strategies.  The  planning  exercise  must  address  an  unemployment  rate  tw  ice  the  state  s  av  erage  and 
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HooBERT,  Inc.  of  Jamaica  Plain 


Six  months  ago  when  Andy  Friend 
purchased  Hoobert,  Inc. — a 
promising  young  toy  business  just 
north  of  Ithaca — the  aspiring 
entrepreneur  knew  that  the  firm 
had  lots  of  promise.  Hoobert's 
winning  products,  its  reliable 
suppliers,  and  Friend's  considerable 
business  experience  looked  like  a 
winning  combination.  "One  critical 
ingredient  was  missing,  however — 
sufficient  capital,"  recalls  Friend, 
who  moved  the  firm  to  the  Boston 
area  soon  after  the  purchase. 

■  I  had  about  S100,000  and  needed  a  lot 
more,"  he  continues.  'The  banks  and  other 
customary  sources  of  capital  weren't  lending.  I 
was  at  my  wit  s  end."  To  Friend's  good  fortune, 
he  turned  to  the  Metro  Boston  Small  Business 
Development  Center,  where  he  found  a  strong 
advocate  in  seasoned  counselor  Francis  Lee. 

"My  lousiness  plan  was  essentially  strong," 
Friend  emphasizes.  "What  Francis  did  was  help 
me  to  fine  tune  it  to  different  audiences. "  After 
identifying  likely  sources  of  capital,  Lee  helped 
Friend  package  one  business  plan  to  appeal  to 
lenders  and  a  second  to  entice  investors. 

The  upshot  was  caicial  working  capital  for 
Hoobert  from  two  sources:  the  Community 
Development  Finance  Corporation  (a  state 
quasi-public  agency)  and  the  Boston  Local 
Development  Corporation.  "Throughout  the 
process,  Francis  worked  with  the  two  organiza- 
tions to  insure  that  we  satisfied  their  funding 
specs,"  notes  Friend.  "From  their  point  of  \'iew. 


we  had  the  right  location,  the  right  town,  and 
the  right  people.  And  they  all  lo\ed  our 
products.' 

Hoobert  makes  two  types  of  toys:  high 
quality,  highly  lacquered  figures  and  pull  toys 
from  hard  wood;  and  creative  activity  kits, 
including  jewelry'  and  bead  sets.  It  also  packages 
and  markets  what  Friend  calls  "jimk  in  a  box" — 
creepy  crawlies  and  charms  from  Taiwan.  The 
firm,  which  does  no  mass  marketing,  sells  most 
of  its  fare  to  museum  shops,  gift  shops,  and  toy 
stores. 

Today,  from  its  quarters  in  the  small 
business  incubator  on  Amory  Street  in  Jamaica 
Plain,  Hoobert  has  twenty  employees.  Friend 
expects  this  year  s  sales  to  reach  S7S0.000. 
There's  a  learning  process  that  accompanies 
any  new  business."  he  obsenes.  "Thanks  to  the 
Small  Business  Development  Center,  we  moved 
dow  n  the  learning  cur\'e  a  lot  faster  than  w  e 
would  have  otherwise." 
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continued  difficulties  in  the  region's  apparel  and  manufacturing  industries. 

For  the  southeast  region,  tourism,  oceanography,  and  local  manufacturing  tied  to  export  markets  all 
show  considerable  promise.  In  small  business  exporting,  the  region's  large  population  of  Portuguese 
speakers  remains  a  natural  strength.  A  regional  trade  mission  to  Portugal  during  FY  92  should  help  give 
local  exporters  an  entr)-  to  the  European  Community's  increasingly  "unified "  markets. 

In  promoting  small  business  exporting,  the  SBDC  provided  local  firms  with  export  training,  counseling, 
and  trade  leads.  To  serve  the  Portuguese  language  business  community,  the  SBDC  employs  a  full-time 
counselor  fluent  in  both  English  and  Portuguese.  In  FY  92,  the  SBDC  also  sponsored  public  round  table 
foaims  on  international  trade.  The  programs  featured  trade  specialists,  legal  experts,  and  bankers  with 
international  experience. 

In  other  initiatives,  the  SBDC  held  meetings  with  the  Cape  Cod  Commission  to  define  common  goals 
and  objectives  for  the  lower  Cape  region.  It  joined  forces  with  the  Fall  River  Chamber  of  Commerce  in 
cosponsoring  monthly  "Business  after  Hours"  programs,  which  attracted  entrepreneurs  for  discu.ssions  of 
timely  business  topics.  The  SBDC  and  Fall  River  chamber  also  cosponsored  "Impact,"  a  weekly  30-minute 
television  program  that  addresses  small  business  issues. 

The  SBDC  also  teamed  up  w  ith  local  banks  to  create  a  loan  review  and  evaluation  committee  for  small 
firms.  In  this  arrangement,  the  SBDC  reviews  initial  loan  requests.  If  a  request  appears  promising,  the  SBDC 
helps  the  firm  develop  a  business  plan  for  simultaneous,  joint  submission  to  several  banks.  The  process 
saves  clients  and  banks  time  and  paperwork.  Finally,  the  SBDC's  academic  partner— the  University'  of 
Massachusetts  at  Dartmouth — helped  small  business  clients  with  marketing  research  and  other  a.ssistance. 

1992  Summary 

Clients  coun,seled:  346  (6,500  hours)  Training  attendees:  714  (34  training  programs) 


Ayear  of  exceptionally  tight  credit  saw  limited  expansion  among  the  we.stern  region's  three  principal  small 
business  manufacturing  industries:  metal  working,  paper,  and  plastics.  At  the  same  time,  services  firms, 
including  those  in  health  care  and  business  services  markets,  represented  half  of  the  SBDC's  western 
Massachusetts  clients. 

The  region's  renowned  academic  institutions  continued  to  enrich  the  small  business  community. 
Faculty  members  at  the  SBDC's  host  institution,  the  Uni\  ersity  of  Massachusetts  at  Amherst,  pro\  ided  small 
businesses  with  consulting  experti.se,  particularly  in  the  area  of  computer  applications.  Under  the  SBDC 
aegis,  UMass  faculty  members  held  \\  orkshops  that  helped  small  firms  meet  higher  quality  standards  and 
manage  finances  using  Lotus  1-2-3. 


Western  Massachusetts  Regional  Office 

Headquarters:  Springfield 

Outreach  Sites:  Chambers  of  Commerce  in  Amherst,  Athol.  Chicopee, 
Greenfield,  Holyoke,  Northampton,  Palmer,  Pittsfield,  Westfield 

Academic  Sponsor:  University  of  Massachusetts  at  Amherst 
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To  help  small  firms  w  ith  the  credit  crunch,  the  SBDC  w  orked  with  the  Greater  Springfield  Chamber 
of  Commerce  and  a  consortium  of  banks  in  developing  a  small  business  loan  pool  in  the  S5,000  to  S50,000 
range.  It  also  joined  forces  with  chambers  of  commerce  in  western  Massachu.setts  to  create  small  business 
training  programs  in  financing  and  personnel  issues. 

During  FY  92  the  SBDC  expanded  its  service  network  through  new  outreach  sites  in  Chicopee. 
Northampton,  Amherst,  Westfield,  and  Holyoke.  Among  their  priorities.  Holyoke  site  counselors  are 
addressing  the  business  concerns  of  the  area's  Hispanic  community. 

1992  Summary 

Clienls  coun.seled:  910  (4.063  hours)  Training  attendees:  165  (5  training  programs) 


Specialty  Centers 
Capital  Formation  Service  (CFS) 

Headquarters  and  Academic  Sponsor:  Boston  College,  Chestnut  Hill 

Though  not  a  funding  source  itself,  CFS  helps  small  firms  to  obtain  financing  beyond  standard  bank  loans. 
These  nonstandard  arrangements  frequently  invohe  Federal,  state,  or  quasi-public  agencies.  Other 
participants  include  local  de\el(5pment  organizations,  banks,  prixate  inxestors.  and  the  venture  capital 
indu,stry. 

La.st  year,  the  CFS  helped  arrange  financing  through  the  U.S.  Small  Business  Administration's  504 
program,  which,  with  participation  from  certified  development  agencies,  earmarks  capital  for  real  property- 
and  capital  equipment,  it  also  strengthened  its  pannership  with  the  Industrial  .Ser\  ices  Program — a  state 
quasi-public  agency  that  offers  financial  consulting  and  arranges  loans  for  Massachusetts  manufacturers 
that  demonstrate  a  marketable  product  and  provide  quality  employment.  In  this  partnership,  the  CFS  and 
ISP  worked  together  to  help  promising  firms  obtain  financing.  The  CFS  also  introduced  small  firms  to 
\  enture  capital  .sources  and  joint  venture  opportunities  w  iih  large  corporations  that  seek  strategic  alliances 
w  ith  small  firms. 

1992  Summary 

c;lienls  counseled:  107 

International  Trade  Program 

Headquarters  and  Academic  Sponsor:  I  ni\  ersity  of  Ma.s.sachusetts  at  Amherst 

Encouraging  the  Bay  State's  busines.ses  to  e.xport  is  a  cornerstone  of  Go\  emor\\'eld's  economic  expansion 
plan.  To  give  Massachusetts  entrepreneurs  a  competiti\e  edge  in  these  market.s — small  finiis  currently 
account  for  more  than  20%  of  .America's  exports — the  .MSBDC's  two-year-okt  International  Tratie  Program 
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Data  Flute  CNC  of  Pittsfield 


For  Data  Flute  CNC  of  Pittsfield,  1986  was  a 
watershed  year.  Before  then,  the  manufacturer  of 
rotar\^  carbide  tools  was  principally  known  for  its 
outstanding  work  in  regrinding  and  altering 
cutting  tools.  But  owner  David  J.  McCulloch  had 
broader  aspijations  for  his  steadily  growing 
business.  Tliat  year,  McCulloch  spent  a  bundle 
on  tu'O  computer  numerical  control  grinding 
machines.  "Because  of  their  digital  abilit}'  to 
configure  tool  shapes,  the  CNCs  can  manufacture 
almost  anything  and  with  absolute  consistency,'" 
notes  McCulloch. 

Almost  overnight,  Data  Flute  and  McCulloch 
were  knocking  on  the  doors  of  new  markets  and 
grappling  to  control  costs  that  accompany  rapid 
expansion.  Attracting  customers,  hiring  and 
training  employees,  and  purchasing  supplies  all 
exacted  their  costs.  So  did  paying  the  debt 
serxdce  on  the  firms  building  and  property. 

"By  1988,  we  knew  that  the  game  was  getting 
away  from  us,"  recalls  McCulloch.  "Thafs  when 
we  brought  in  members  of  the  Small  Business 
Development  Center  team.  They  helped  us 
tighten  up  our  business  plan  whOe  at  the  same 
time  making  sure  that  it  allowed  for  expansion." 


Seizing  business  opportunities,  of  course,  often 
requii-es  capital.  "That's  especially  taie  for  a 
business  like  ours,  which  often  delays  revenues 
while  developing  prototypes  with  customers," 
continues  McCulloch.  in  the  late  1980s  we  had  a 
number  of  big  customers,  but  much  of  our  work 
for  them  remained  in  a  protracted  R&D  stage.  To 
pay  our  bills,  we  needed  capital  fast." 

This  the  Pittsfield  entrepreneur  secured  through  a 
SI  10,000  SBA  approxed  loan  from  a  local  bank. 
"Our  growing  customer  base  and  the  SBDC's  help 
on  our  business  plan  the  year  before  certiiinly 
didn't  hurt  us  in  landing  the  loan."  obserxcs 
McCulloch. 

Toda)',  Data  Flute  employs  tu'enly-seven  and 
enjoys  sales  of  $2-5  million.  Last  year,  McCulloch, 
who  now  exports  to  Canada  and  England, 
attended  the  SBDC's  Partners  for  Trade  seminars 
in  Pittsfield.  "From  the  seminars  I  learned  a  lot  of 
street  smart  tips  about  exporting,  including  things 
like  e.stablishing  lines  of  credit,  foiv\'arding  freight, 
and  researching  overseas  markets.  At  home  and 
abroad,  the  opporttmities  are  there  for  us.  if  w  e 
had  more  capital,  we'd  expand.  I  d  employ  100  if 
I  could." 
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offers  export-related  training,  counseling,  and  data  leads. 

During  FY  92,  the  program  s  three  full-time  staff  members  helped  250  small  business  clients  to  identify- 
trade  opportunities,  de\'ise  marketing  strategies,  and  understand  o\  erseas  business  cultures  and  markets. 
In  a  regional  partnership  with  Rhode  Island  s  SBDC  network,  the  program  provides  clients  with  market 
profiles  and  trade  data  leads  from  a  variety  of  sources.  These  include  the  U.S.  Department  of  Commerce 
Trade  Opportunity  Program,  the  U.S.  Department  of  .\griculture.  the  U.S.  National  Marine  Fisheries,  and 
the  World  Trade  Center  Association. 

The  MSBDC  network's  goal  of  leveraging  its  .services  through  partnerships  with  other  organizations 
has  proved  .strikingly  successful  in  the  International  Trade  Program's  latest  initiative,  its  Partners  for  Trade 
training  program.  Sponsored  by  the  Bay  State  Skills  Corporation,  the  Massachusetts  Office  of  Trade  and 
Investment,  and  local  business  and  development  groups.  Partners  for  Trade  offers  regional  communities 
a  program  of  export  training  workshops  and  follow  -up  counseling.  The  year's  four  pilot  initiatives  in 
Pittsfield.  Haverhill,  Cambridge,  and  Leomin.ster  received  .strong  local  support  from  the  Berkshire  Chamber 
of  Commerce,  the  North  Central  Chamber  of  Commerce,  the  Cambridge  Office  of  Economic  Development, 
and  the  Harverhill  Office  of  Economic  Development. 

1992  Summary 

(Clients  coun.seled:  149  clients  (957  hours)       Training  attendees:  101  (5  Partners  for  Trade 

training  programs) 

Minority  Business  Assistance  Center 

Headquarters:  Boston 

Academic  Sponsor:  Uni\  ersit\'  of  .Massachusetts  at  Amherst 

Two  new  hires — a  second  counselor  and  a  full-time  secretary — haxe  greatly  expanded  the- scope  and 
efficiency  of  the  Center's  counseling  and  training  activities. 

The  Center's  old  and  new  relationships  with  a  wide  range  of  state  agencies,  communit\-  groups  and 
local  lenders  have  yielded  new  counseling  clients.  In  particular,  the  Economic  Development  and  Industrial 
C(Mp()ration's  (EDIC)  Small  Business  Loan  Fund  has  generated  ,se\eral  clients  and  new  contacts  in  the 
participating  IcKal  Community  Development  Corporations  (CDCs). 

In  the  de\  elopnient  of  training  activities,  the  Center  has  taken  a  two-part  approach.  .At  die  request  of 
the  Ma.ssachusciis  Housing  Finance  Agency  (MHF.'\).  the  Center  developed  and  implemented  a  si.\-part 
training  program  for  minority  contractors  and  \  endors  interested  in  doing  busine.ss  with  MHF.A's  property 
management  companies.  Also,  the  Center  developed  and  conducted  several  in-house  training  .seminars 
aimed  at  the  local  minority  and  small  business  communities.  Both  activ  ities  have  generated  clients  for  the 
Clenier. 

1992  Summary 

Clients  counseled:  22(S  (1.200  hours)  Training  attendees:  166  (9  training  programs) 


1992  Annual  Report 


Massachusetts  Small  Business  Development  Center 

Advisory  Board 


Mr.  Joseph  Bevilacqiia 

Executive  Vice  President/CEO 

Greater  Lawrence  Chamber  of  Commerce 

264  Essex  Street 

Lawrence,  MA  01840 

(508)  686-9404 

Mr.  Theodore  Burbank,  President 
Burbank  Group  Business  Investment 
135  Boston  Turnpike 
Shrewsbuiy,  MA  01545 
(508)  791-5600 

Mr.  Gerald  Wheeler 

Executive  Vice  President/CEO 

New  Bedford  Seafood  Co-Operative 

Association  Inc. 

Pier  3,  Co-Op  Wharf 

New  Bedford,  MA  02740 

(508)  993-9926 

Mr.  Lawrence  Nannis,  CPA 
Levine,  Zeldman  and  Daitch,  P.C. 
Two  Sun  Life  Executive  Park 
Wellesley  Hills,  MA  02181 
(617)  237-3200 

Ms.  Alice  Stelzer,  President 
Women  Unlimited 
603  Sumner  Avenue 
Springfield,  MA  01108 
(413)  733-1231 


Mr.  Melvin  Benson,  Chief  Loan  Officer 
Boston  Bank  of  Commerce 
133  Federal  Street 
Boston,  MA  02109 
(617)  457-4421 

Mr.  Lloyd  Fontaine,  SCORE  District  Chairman 

U.S.  Small  Business  Administration 

76  Newbert  Avenue 

South  Weymouth,  MA  02109 

(617)  337-9391 

Ms.  Kija  Kim,  President 

Mr.  James  Aylward,  Executive  Vice  President 

Harvard  Design  and  Mapping 

80  Prospect  Street 

Cambridge,  MA  02139 

(617)  354-0100 

Mr.  David  McCulIoch,  President/CEO 

Data  Flute  CNC 

20  Taconic  Park  Drive 

Pittsfield,  MA  01201 

(413)  443-5679 

Mr.  Franklin  G.  Ching,  PhD,  PE 

Chingcorp 

29  Crafts  Street 

Newton,  MA  02160 

(617)  965-0955 

Mr.  Joseph  landiorio 
landiorio  and  Dingman 
260  Bear  Hill  Road 
Waltham,  MA  0215-t 
(617)  890-5678 
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Massachusetts  Small  Business  Development  Centers 
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Outreach  Sites 


To  t-)etter  serve  Massachusetts  small  businesses,  the  MSBDC  nerv\ork  has  outreach  sites  in  conjunction 
with  chambers  of  commerce  and  economic  development  entities.  For  most  small  businesses  this 
means  that  MSBDC  ser\  ices  are  no  further  than  30  minutes  away.  Appointments  are  made  on  a 
weekly  or  as  needed  basis,  depending  on  site.  Contact  the  appropriate  Regional  Office  for  further 
information. 
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Central  Mass  Regional  Office  (508)  793-7615 

.\cton  Chamber  of  Commerce 

Clinton  ChamtxT  of  Commerce 

Framingham  MetroWest  Chamber  of  Commerce 

Gardner  Greater  Gardner  Chamber  of  Commerce 

Leominster  North  Central  Massachusetts  Chamber  of  Commerce 

iVIarlborough  Chamber  of  Commerce 

Milford  Chamber  of  Commerce 

Sturbridge  Tri-Community  Chamber  of  Commerce 

Metro  Boston  Regional  Office  (617)  552-4091 

Jamaica  Plain  Neighborhood  Development  Corporation 

Quincy  South  Shore  Chamber  of  Commerce 

North  Shore  Regional  Office  (508)  741-6343 


.\mesliiin 

Dan  vers 

Gloucester 

Haverhill 

Lowell 

Woburn 


Chamber  of  Commerce 

North  Shore  Chamber  of  Commerce 

Chamber  of  Commerce 

Northern  Es,sex  Community  College 

Middlesex  Communitv'  College 

North  Suburban  Chamber  of  Commerce 


,icii(i|ji.OR 


Southeastern  Mass  Regional  Office  (508)  673-9783 

.Mtleboro  Chamber  of  Commerce 

Barnstable  Cape  Cod  Commission 

Franklin  I'nited  Chamber  of  Commerce 

Mansfield  Tri-Town  Chamber  of  Commerce 

New  Bedford  Chamber  of  Commerce 

North  Attleboro  Chamber  of  Commerce 

Flymouth  Chamber  of  Commerce 

Western  Mass  Regional  Office  (413)  737-6712 

.\mliersi  Chamber  of  Commerce 

Ailiol  North  Quabbin  Chamber  of  Commerce 

Chicopee  Chamber  of  Commerce 

Greenfield  Franklin  County  Chamber  of  Commerce 

I  lolyoke  Greater  Holyoke  Chamber  of  Commerce 

Northampton  City  of  Northampton 

Falmer  Quaboag  Valle\  Chamber  of  Commerce 

Pittsfield  Central  Berkshire  Chamber  of  Commerce 

Westfield  Greater  W'estfield  Chamber  of  Commerce 
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Massachusetts  Small  Business  Development  Centers 


MSBDC  UNIT 
State  Office 


Central  Mass 
Regional  Office 


Metro  Boston 
Regional  Office 


SPONSOR 

Univ.  of  Massachusetts 
/Amherst 


Clark  University 


Boston  College 


NAME 

John  Ciccarclli 
Georgianna  Parkin 
Michele  Beauregard 
Catherine  Cornvvell 
Patricia  Olander 

Laurence  Marsii 
Michael  Holbrook 
Nancy  McKenna 
Karen  Morrison 

Jack  McKiernan 
Don  Rielly 
Francis  Lee 
Joseph  Andrews 
Bert  Mendelsohn 
Beverlv  Canavan 


TITLE 

State  Director 
Administrator 
Administrative  Assistant 
Office  Manager 
Data  Entry 

Director 

Sr.  Management  Counselor 
Management  Coun.selor 
Secretary' 

Director 

Sr.  Management  Coun.selor 
Sr.  Management  Counselor 
Sr.  Management  Counselor 
Sr.  Management  Counselor 
Administrati\e  Assistant 


ADDRESS 

205  School  of  Management 
University  of  Massachusetts 
Amherst.  MA  01003 
(4H)  =;n-6301 


Clark  University 
950  Main  Street 
Worcester,  MA  01610 
(508)  793-7615 

Boston  College 
96  College  Road 
Rahner  Hou.se 
Chestnut  Hill,  MA  0216" 
(617)  552-4091 


North  Shore  Salem  State  College 

Regional  Office 


Southeastern  Mass  Univ.  of  Massachusetts 
Regional  Office  /Dartmouth 


Frederick  Young 
Joseph  Corcoran 
Janet  Fleurv 


Clyde  Mitchell 
James  Sullix  an 
Jose  Freitas 
Carol  Richards 
Chenl  Bednarik 


Director 

Management  Counselor 
Secretary 


Director 

Management  Counselor 
Jr.  Management  Coun.selor 
Administrative  Assistant 
Clerical  A.ssi.stant 


Salem  State  College 
197  Essex  Street 
Salem,  MA  01970 
(508)  ^41-6343 

200  Focasset  Street 
P.O.  Box  2785 
Fall  River,  MA  02722 
(508)  673-9783 


Western  Mass 
Regional  Office 


Univ.  of  Massachusetts 
.\mherst 


Dianne  Fuller  Doherty  Director 


Capital  Formation  Boston  College 
Service 


Minority  Business  Uni\ .  of  Ma.ssachusetts 
Assistance  Center  .Amherst 


International  Trade  Uni\ .  of  Massachusetts 
Program  Amherst 


Gary  Partridge 
Daniel  Holmes 
Philip  Petitt 
Maxine  Green 
Sonal  Sheth 

Don  Rielly 
Francis  Lee 
loan  Prendiville 


Joseph  France 
Michael  Markham 
Deborah  Fletcher 

Lvne  Kendall 


Paula  .Murphy 


Laura  Howard 


Management  Counselor 
Management  Counselor 
Financial  Analy.st 
Secretary 

Departmental  Assistant 
Director 

Associate  Director 
Secretar\' 


Director 

Management  Counselor 
Secretary 

Management  Counselor 


Management  Counselor 


Resource  Manager 


101  State  Street  -  Suite  424 
Springfield,  MA  01103 
(413)  737-6712 


Boston  College 
96  College  Road 
Chestnut  Hill,  MA  02167 
(617)  552-4091 

P.O.  Box  3437 
Bo.ston,  MA  02101 
(617)  457-4444 

205  School  of  Management 
University  of  Massachusetts 
Amherst,  MA  01003 
(413)  545-6301 

Ma.ss  Office  of  International 
Trade 

100  Cambridget  Street. 
Suite  902 

Boston,  MA  02202 
(617)  367-1830 

205  School  of  Management 
Universit)'  of  Massachusetts 
Amherst.  MA  01003 
(413)  545-6301 


